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1 Executive Summary 


1.1 Purpose 

open for organisations exists to promote the ideals of freedom. 

1.2 Mission 

open for organisations' mission is to provide opportunities for greater innovation and 
efficiency through open, unrestricted, and unconditional means to conducting business. 
This includes open access to technology, information, people, and working space. 

By removing traditional barriers to conducting business, such as proprietary software and 
unaffordable office space, small to medium sized companies are free to grow unimpeded. 

1.3 Vision 

We envision a world in which human innovation knows no bounds; a world in which 
individuals are free to explore, to imagine, and to create. Unfettered by unnecessary rules, 
regulations, and institutions, individuals are free to join to create new ideas. 

The industrial age is over, along with "command and control" management and centralized 
corporations. The new creative generation is a decentralized network of innovators, 
compelled by a clear sense of identity and attracted to a common purpose. They are 
mobile - they think global and act global. 

Open for organizations will be at the centre of this new market, matching technologists with 
artists; business executives with entrepreneurs. 

1.4 Core Values 

1.4.1 Education 

Awareness of open solutions is half the battle for organisations struggling with software 
start-up costs and technological obsolescence and incompatibility, open for organisations 
plays a key role in teaching SMEs the benefits of open solutions. 

1.4.2 Collaboration 

open for organisations plays a matchmaking role between open service providers and SMEs 
who can make use of their services. 

1.4.3 Innovation 

open for organisations encourages and facilitates creative thinking from all parties involved. 
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2 Products and Services 

open4.org is free for Small to Medium Enterprises (SME) and generates revenue from 
service providers of the SME Open Lifecycle. 

2.1 The SME Open Lifecycle 

The role of open for organisations is to shepherd SMEs through the Open Lifecycle. The 
Lifecycle consists of facilitating Infrastructure, Support, Collaboration, and Co-creation 
opportunities. 



2.2 open4.org 

Profiles on the open4.org portal are the backbone of the open for organisations business 
model. Member is targeted to companies that participate in the SME Open Lifecycle: those 
providing Infrastructure, Support, or Co-creation services, open4.org provides the 
collaborative environment for SMEs to make use of these services. 

Ecommerce, include product catalogues, business promotion and advertising, and job 
postings provide a direct revenue model. 

Open service providers will be keen to list on open4.org, since a large concentration of their 
target market will be visiting the site. 
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3 Problems Solved 

open4.org's project solves three major problems: 

3.1 Inappropriate Work Environments 

With the rise of the internet and the demise of the corporation, increasing amounts of 
people are working on a self-employed basis. Personal branding becomes the norm and 
people are beginning to live off their own network. Some estimates are that 50% of 
Americans will be self-employed by 2010. If continuing the current trend with the 
facilities available at the moment, most of these will work from home and conduct 
meetings in coffee shops, hired conference rooms, hotels, restaurants, etc. Working on 
this basis introduces many problems as these are inappropriate environments. 

Most of the places currently used by self-employed people are purpose-built, therefore 
you can not guarantee essentials like an internet connection, a quiet space, or indeed 
space at all. In fact the only place you can guarantee the contents of is your own home, 
which is a good place to work however introduces 'cabin-fever' after a while and does 
not enable communication at the face-to-face level. There is also a lack of focus in the 
outside locations as the people within these establishments will be in there for many 
different reasons. You may be sitting across the room from another person working who 
you could possibly network with, however you are unlikely to approach them as, after all, 
you are in a coffee shop. The image projected by conducting business like this may also 
be regarded as 'unprofessional', however at the moment there are little choices but to 
work like this. There is also no sense of 'belonging', one of the main human traits which 
can be encompassed with a branded workspace. 

3.1.1 Dedicated Spaces 

By providing dedicated spaces for self-employed people to work, network, rest and play, 
you are providing them with the tools they need in order to do their job. Along with 
work and meeting spaces, value-added services such as receptionist/admin, mailboxes, 
telephones can be offered to provide an 'all-in-one' service. Many self-employed are 
unable or unwilling to spend on a permanent office which introduces high overheads and 
serves little purpose to those who do not need to be in one particular space or time in 
order to carry out their work. By pooling together services and providing attractive low 
entry prices, the virtual/real workspace becomes an attractive and real possibility for 
many self-employed people. 

3.1.2 Our Spaces 

Over the last couple of years spaces similar to those mentioned in the 'Dedicated Spaces' 
section above have sprung up in different locations around the world, however none 
encompass what we at open for organisations are proposing and none have multiple 
locations under the same brand. Many concentrate on the individual as opposed to the 
'collective'. None encompass technology, art, and music to the degree we do. For more 
information on these points please see the section entitled 'Unfair Advantage'. 
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3.2 Providing a 'Home' for Virtual Networks 


What we are doing here is 'realising the network'. We expect the majority of our 
membership to come from those working in the 'virtual' field - i.e. they can work from 
anywhere they have an internet or telephone connection; those who are not tied to one 
particular location in order to carry out their daily tasks. At the moment these people can 
be and often are sidelined by some businesses who do not understand as they see them 
as 'too small' or 'not professional enough'. By providing these people with real 
workspaces we hope to alleviate some of these concerns from potential clients, and by 
providing open, online profiles of members with reviews of their work from clients we will 
increase their visibility and introduce trust into transactions. 

Along with workspaces we are also providing meeting spaces for organisations such as 
those who use online networking tools such as meetup.com and ecademy.com. These 
virtual networks also have 'no home' currently (and no plans to create any), so providing 
facilities where meetings can be held is of vital importance to the continuation of these 
networks. Many meet in pubs or restaurants, again which suffer the same problems as 
mentioned above - noise, network connections, etc. We have already had interest from 
ecademy.com in using these spaces for their meetings around the world. Many meetings 
in pubs also tend not to introduce much follow-up as the environment does not conduce 
to 'good business activity'. Meeting in a dedicated space will help encourage follow-up. 

3.3 Catering for a Transient Population 

A number of our members will often travel as part of their work - a technical expert 
going to sort out a problem in Barcelona, a member going for meetings at a client's in 
New York, etc. For these members, having a trusted branded workspace they can use in 
different cities across the world is vital. Whenever arriving in a new city there are many 
hurdles to cross just to be able to set yourself up in order to carry on your work - 
anything to cut the time wasted on doing this will be highly beneficial to these members. 
Finding an internet connection, finding some place to work, conduct meetings, etc. are of 
even more importance when you are not in a familiar environment. The added benefit of 
being able to network with like-minded individuals in the same space is, well, just an 
amazing addition to the usefulness of the rest of the space. Space permitting we are also 
planning to provide a number of basic rooms and dormitories so that these members 
know they have somewhere to stay with alll the necessary facilities and not have to pay 
over-the-odds for a hotel which caters for the 'business user'. Even in cities such as 
Toronto where many travel over five hours to attend a meeting would find this value- 
added facility a bonus. Mailboxes and receptionist facilities for their business can also be 
transferred to their nearest centre if they are away for longer periods of time. 
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4 Unfair advantage 


4.1 Focus on technologists , artists , and musicians 

We fully acknowledge that there will be many competitors in our market as the continued 
trend towards self-employment marches on. Our focus on targeting members of the IT 
and New Media industry, specifically coders, designers, and musicians, is designed so 
that these people work and network together. Currently, technical people rarely mix with 
artistic people in the industry even though coding itself is an art, and the word 'techni' 
originates from the word art. This situation means that we are now seeing artists trying 
to code and coders trying to do design, which although some do achieve this, the quality 
of the output is often less than desirable. By fostering relationships between coders, 
artists, and musicians we hope to help raise the quality of the output from these groups. 

In order to 'woo' these people in to open for organisations we have included many 
features, including art displays around the building from members, music studios, video 
editing suites, wireless networking, internet radio and tv broadcasting facilities and 
webcams everywhere so that members can see what is going on in open for 
organisations even if they are not there. Website visitors can also click on pieces of art 
through the webcam and be directed to that member's section and buy their products. 
Once you have more than one box, the potential for cross-selling from one country to 
another is phenomenal - for instance a UK furniture designer could place their products 
into a box in a different country in order to break into that country. 

4.2 Software platform to support real world interactions, 
matchmaking, and resource discovery 


Our online networking website is based on free software CMS drupal.org, which is 
described as "community plumbing" and is used on large networking sites including 
Ecademy.com. open4.org is an open source project, and is currently the only open 
source social networking platform on the net, enabling it to be positioned as a leader in 
the market as it will develop and mould into exactly what it's members want, as opposed 
to the top-down approach of networks such as Ecademy, Linkedln, XING, etc. open4.org 
also gives content creators 100% of the advertising revenue generated from the pages 
they create, which is another world first. 

We are also creating a "virtual space" on www.secondlife.com which would support the 
"real life" boxes and provide a completely virtual version where members from around 
the world can "meet" and collaborate in a virtual environment. 

4.3 Building on an Existing Business 

open for organisations itself is an existing IT consultancy focusing on IT solutions using 
only free, open source software such as Linux (www.linux.org), the Plone Content 
Management System/Portal/Web Application Platform (www.plone.org) as used in many 
Government institutions, and OpenOffice (www.openoffice.org), the free office suite. 
With a Blue-Chip client base including the UK's foremost Linux info site for business, 
www.LinuxVAR.co.uk and www.ati.com, one of the world's two top graphics card 
manufacturers, we already know how good free software is and we have the track record 
to prove it. 
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4.4 Introducing Artists and Musicians to Free Software 

open for organisations will run completely on free, open source software and also act as 
a central learning establishment for free software of all kinds. There are many programs 
out there for creating music and art which musicians and artists simply do not know 
about (www.dynebolic.org for example which is a bootable linux which turns your 
computer into a multimedia workstation) and thus buy expensive proprietary software 
which often limits their creativity. Open software enables continual modification and 
improvement by the community, thus becomes the ultimate product as it is made by the 
users for the users - there are no 'extra features' put in just to sell the next version 
which is how proprietary software houses work. 

4.5 Helping Small Businesses Discover Free Software 

There is also a wealth of free software which helps self-employed people keep costs 
down - for example switching to Linux avoids users from living in the virus-ridden 
insecure system which 95% of desktops currently use. It will be a long time before all 
computer stores change over, if they do at all, as many do not see profits in 'free 
software', however the profits are there, they are just in the service industry such as 
education, installation, support etc. instead of the 'duplication nation' mentality which we 
live in now. By providing free software discovery services through the website and onsite 
help (some free, some paid for such as training sessions), we are helping to provide the 
'marketing layer' which free software so desperately needs at the moment. 

4.6 Providing Free Online Networking Tools to the World 

We will also be providing online networking facilities through open for organisations 
website which enable anyone to network with people online. We are working with 
developers from the massively popular BitTorrent filesharing software along with 
technologies such as FOAF ('Friend Of A Friend') and Freenet to provide these tools 
completely free of charge, thus negating the need to pay to use one of the current online 
networking sites. This technology too will be given away for free so that the community 
can continue to use and develop it with little cost to open for organisations past the 
initial investment to get the site and technology up and running. 

4.7 Nonprofit Opportunity - 'The Free Academy' 

We plan to run events at open for organisations under the proposed nonprofit brand of 
'The Free Academy' whose mission is to reteach people what the word 'free' actually 
means - educating the power of giving in order to receive. At these events we will ask 
members to donate some of their work, time, products, etc. to the Academy so that 
other users may benefit from them freely. For example, someone gives an hour training 
session in one of the meeting rooms for local groups who aren't members of the box, for 
instance a local charity, on using OpenOffice and we then make it available online for all. 
An artist could donate some of their art, most probably under one of the Creative 
Commons licences (www.creativecommons.org), and musicians can bring in their own 
samples or non-copyrighted music to add to the pot. What comes out of the other end is 
unkown, however as free software developers have seen, the results can be amazing 
(for example the Apache Web Server which runs 70% of web servers on the Internet). 
There is also a huge opportunity here to run 'The Free Academy' as a massive reality-TV 
type show, giving musicians and artists the opportunity to build their network of fans and 
'win' through online voting from the community on the music and/or art that they 
produce. Art in the box will be voted in and out by the community anyway as there will 
be limited space - this will also give artists an idea of how popular their work is. 
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4.8 Extensive network of international business contacts 

Steve Purkiss is a serial networker with network totalling many thousands. Over and 
above this, existing business contacts covers most major industries including 
automotive, pharmaceutical, and of course IT, with the entrepreneur in contact with 
most open source companies in the world, open for organisations was also a founding 
member of the Open Source Consortium (www.opensourceconsortium.org) who advice 
governments (mainly UK) on open source adoption. We also have close ties with the 
Free Software Foundation (www.fsf.org) and have the personal backing of them and 
Lawrence Lessig, author of 'Free Culture'. One of our business mentors, Philip de Lisle, 
also invented 'Free' internet access in the UK. The entrepreneur was involved previously 
with a company who were internet pioneers, being the first to send out a mass email on 
the internet. Through this company he gained experience providing web solutions for the 
likes of Volkswagen, Umbro.com, Arsenal.com, USLSoccer, and The Foreign & 
Commonwealth Office. Having been permanently connected to the internet for the last 
eleven years he also has a wealth of experience in communicating online for both 
pleasure and business. 
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5 Industry & market niche 

5.1 Industry in which we are competing 


5.1.1 Shared Workspaces 

We are competing in the shared workspace industry, with our current closest competitors 
being local companies who offer desk space, however none offer on any smaller terms 
than monthly rental which is around £400. Concept-wise, www.themediapool.com in 
Brighton is close, however was never built, www.hubworking.net and www.eoffice.net 
are also close, however open for organisations go above and beyond what these 
companies do on three major aspects of our USP - we use and teach free, open source 
software; all the contents such as furniture and art are from the community and not 
dictated by us so they are different in each location; and the fact we have the online 
networking side to connect members puts us over and above the competition. 


5.1.2 Conference Centres, Coffee Shops, Restaurants 

With our target market currently being 'served' in part by conference centres, coffee 
shops and restaurants we envisage we will be taking some of their business, however we 
expect to continually co-exist with them as we will not have total earth coverage. We 
intend to provide healthy organic food and juices - aiming at the mid-range food prices, 
perhaps delivered each day into a vending machine. If people know they are going to be 
in the box on a partiular day or for a meeting we could allow them to pre-order food and 
beverages so they are delivered in time. We do not intend to sell coffee, liquor, and 
unhealthy foods. Part of the aim of this is to improve the diets of our target market - 
many coders live and die by pizza and fizzy pop. 

5.2 Market we will be serving 

5.2.1 The Rising Creative Generation 

We are targeting the rising creative generation. We will be encouraging people to use 
both the left and right side of their brains through the contents and purpose-built layout 
of open for organisations which is based on Freud's description of how the brain works 
(see layout description attached). This includes entrepreneurs, new business developers, 
consultants, contractors, and multimedia experts. 
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6 Marketing & sales process 

6.1 Positioning by Price 

We intend to set the membership price at a level considerably below what it would cost 
to lease an office however above the level where it would end up as a 'social club' with 
no evident output. We do see ourselves in part of the 'social club' market, however the 
focus is most definitely on results and output. Our branding of the box itself will be 
targeted at the professional. Initial boxes will be set up in or as near to the centres of 
major cities as possible, with the first planned in Toronto which is a hotbed for our target 
market of coders, artists, and musicians. Along with different membership levels ranging 
from free access to the website to the top membership which would include use of all the 
facilities, we will also be gaining revenue from food, hiring out the audio and video 
suites, meeting rooms, videoconference facilities, mailboxes, phone systems, profits 
from providing online stores for members, and revenue from IT contracts which we are 
requested to carry out from those who see and know our work through these boxes. 
There is a myriad of opportunities for revenue streams from each component of open for 
organisations however the base cost of providing the buildings should be covered by the 
membership fees alone. 

6.2 Building Diversity 

Not all boxes will be the same as the requirements of the population in each location will 
differ. We could also create different boxes for different markets, for instance 'upmarket' 
boxes for those top networkers in the world. As a for-profit business, we also hope to 
provide boxes from some of the profits in areas which wouldn't normally make business 
sense to start one up, however the value we can create from these boxes again could be 
huge - for example in towns and cities where closed industries have left the population 
seemingly without futures, and in third world countries so that people can network on a 
comparative level. We could provide these under 'The Free Academy' brand, providing 
our services/membership for free in return for the membership providing free content 
and products back into the community which will help them increase their own brand 
awareness. 

6.3 Creating a Brand 

With talented artists and technicians on our team and in our network we expect to create 
a very strong worldwide brand - on the level of Nike and the likes (but without the bad 
bits...). Using our network we will be able to achieve this and keep it growing. For 
example, one existing client developed the supermarket loyalty card for Tesco and we 
even have direct contact with the special effects team who worked on Steven Spielberg's 
Star Wars movies. 
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6.4 Creating Brand Loyalty 

We realise we will not be able to please all of the people all of the time and as this is a 
relatively new industry there will be many who will copy what we do if they see we are 
successful. The key here is to be the first into this marketspace and build the brand 
awareness and loyalty so that members of the network feel as if they 'belong' to the 
network as they do on networking sites such as meetup.com and ecademy.com. It will 
be hard to replicate exactly what we do in every way as any software created will be 
branded by us, and we will ensure service levels are high and customers are constantly 
in part control of what services we offer so that we always stay ahead of the 
competition. 

7 About Steve Purkiss 

As well as the visions set out in this proposal, Steve also has visions of movable 'boxes' 
which can act as Wireless Cafes and gadget stores for concerts, onsite training centres for 
companies or schools, or even tour buses for bands. It is hoped these can be created from 
profits of open for organisations idea. The technology is already available as satellite 
broadband is now widely used, and using free operating systems such as Linux, machinery 
and thus weight inside these vehicles can be kept to a minimum. He also believes that all 
software should be free, but realises that this may never happen as other people think 
differently than he does, but he also realises the huge benefits for human development 
which can arise from 'paying it forward', as in giving software, music, and art away so that 
others can build on the ideas you built in the first place on top of other people's shoulders. 
He is also disgusted by the current state of IT, especially in the SME sector where not much 
has been done since the invention of the Office suite many years ago - most IT 
departments spend half their budget on licence fees for malfunctioning software they have 
to spend the rest of their budget obtaining staff to keep it going. With 95% of desktop PCs 
infected with viruses, he knows there is a better way with free operating systems such as 
Linux and hopes to keep building applications and awareness which will help the world of 
free software to continue to grow and compete on a level with closed-source software. 

Steve wrote his first computer program at the age of ten and hasn't been without a 
computer since. Working across the industry over the last 16 years from his very first role 
as manager of a local computer store through to a worlwide software house providing web 
systems to Blue-Chip clients including Volkswagen and the Kingfisher Group, Steve's wealth 
and breadth of experience enables him to run one of the world's first IT consultancies 
specialising in free, open source software. Described by some as a 'scary visionary', his 
open for organisations concept originates from having to move out of London after the dot- 
bomb period and starting work from back in his home of East Anglia where networking 
online was the only option and high speed internet access was non-existant. After 
successfully running the local broadband campaign he started his business in the usual way 
from a spare room in his father's house, performing 18 months on research into free, open 
source software before consulting companies on how to save and make millions by 
unlocking them from expensive proprietary licenced software. With British Telecom as his 
first client, he re-entered the market where he had left off before. 
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8 Current status 


8.1 Revenue in relation to capital investment and margins 
obtainable 

There is enormous potential for many different revenue streams to come from open for 
organisations concept, both off and online. The membership fees alone should cover the 
cost of running the buildings, and other services like food, studio and meeting room hire, 
room board, etc. inside open for organisations will produce high profit margin revenue 
streams. Online there is another world of opportunity, from taking cuts of member product 
sales if they use our network, to selling content from members such as music, open source 
training, etc. 

The obvious capital investment needed is for the first box to be created plus to pay for the 
core team and their helpers to live while business is built up. Art, furniture, and technology 
is mostly obtainable from sponsors, although there will be some parts which we will have to 
pay for as they will not be suited to sponsorship, such as any building or internal work 
needed. Companies such as Bell, HP, IBM, etc. will all be approached with a view to 
becoming major sponsors. 

8.2 Customer acquisition and retention costs and the time it 
will take to obtain them 

Acquiring members will initially be done by creating the online experience first, much in the 
same way as developments such as www.toyfactorylofts.ca are done before they are 
actually built. We have the added advantage of being a membership-based organisation so 
will be providing memberships on a yearly basis. We expect to make the most of our online 
networking to keep marketing costs to a minimum, and maximise the PR of this venture as 
it is of high interest in the current world climate. We can also use members of our network 
to help with retention, such as our client who was involved in the loyalty scheme for 
supermarkets which is now widely adopted across the world in 'loyalty card' format. We 
expect our strong brand, continual innovation, and increasing wealth of code, music, and 
art, to help retain customers in our brand. Our brand will essentially also act similar to an 
artist management company or record producer, or at least a step before them for the 
larger artists. There are many opportunities for revenue streams here too as the producers 
of the art and music (ourselves) control the content and thus increases our own wealth as 
a company while giving artists far more opportunity and cut of the revenue than any 
recording company could offer. 

8.3 Cross margins and their adequacy to cover the required 
cost structure to run the business 

We do not expect a huge profit to come from membership fees alone as these need to be 
kept to an affordable level. Where we expect to make profit is outlined in the section above 
- mainly food, hiring out of facilities and extra services such as content delivery, rooms, 
etc. 
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8.4 Operating cash cycle characteristics - working capital 
requirements 

The IT consultancy side of the business is ongoing and we currently receive revenue from 
that, however it is not currently enough for the whole team to survive and work on open 
for organisations project. We expect we will need an minimum of £50k in order to set up a 
minimal box, a considerably larger investment would allow us to create a unique experience 
which would enable our brand to mark its place in the world before competitors with larger 
reserves can attempt to copy us. We will need differing amounts of investment for each box 
created, and there is the possibility of a franchise-type network for the project, however we 
will not do this unless it is proved to be the best option for the business to spread 
worldwide. Each new box exponentially increases the amount of connections made and 
business done throughout each country so we have to remember that when we think of any 
profitability issues - they are to the power of and not just simple addition like a McDonald's 
restaurant-style business would produce. 

8.5 What do I need & what's it for? 

As mentioned above, we have worked out that we need £50k order to produce a box with 
the minimal of specifications. We seriously believe a considerably larger investment would 
produce considerably larger results. From the interest we have had so far through our 
network and from our 'test box', we know if we start with a small building we may not be 
able to cope with the amount of people who want to be members, so the larger the better 
(obviously up to a certain point before it becomes too large). We expect 'satellite' boxes to 
follow shortly in suburban areas where we create ones in the city. 

With this investment we could provide all the technology needed along with the space 
required and the people needed to run it smoothly. 
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9 DRAFT LAYOUT 


Creation comes from the top down so the 'final' product is located on floor 1. The four 
areas ideally are stacked on top of each other , depending on location - for example this 
test box is over two levels. The layout is as follows: 



9.1 Floor 1: The Conscious: The 'final' product 


This is the first level members will see when they come into the box - a known place to go 
and check your email, lounge, eat, experience art, and meet new people. Floor 1 contains a 
WiFi cafe (organic food, fresh fruit+veg for juicing) with art and furniture from designers 
(voted in and out from the community). As there are webcams everywhere, you can click 
on anything in the box and find out who created it, click through to their website, buy their 
wares (yes, you can click on people too...). 

Broadcasting art and furniture to a large worldwide network will be far more successful 
than it sitting in a gallery somewhere waiting for someone to walk past or stumble across 
their own website. All sorts of possibilities abound when more than one box is created and 
floor 1 contents can be moved from box to box. There are also screening areas for films/tv 
created by members of the box. Many including students would love a facility for this which 
is higher up the scale than a university's facilities yet not as 'flash' as the other options 
available, e.g. hiring a cinema. 

The box's internet TV and radio stations, blasting out creations from members, will also be 
broadcast on this level. 
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In this area you will know what you are doing - cutting code, painting, creating music, 
video, etc. even though you may not know what the 'final' product may be. Others 
connected with you may build on your creation, as is done throughout life (e.g. the wheel). 

This area contains music studios, video editing suites, open and closed areas for working, 
and areas for artists to create. The music and video suites will use only free software so as 
to educate the community that there are alternatives to expensive and restrictive closed- 
source software. The box will also help to continually build upon these free (as in freedom 
of speech and beer - see http://fsf.org/philosophy/philosophy.html) applications. 

Equipment will be sourced from sponsors, and perhaps even members - needs will change 
from box to box. 
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9.3 Floor 3: The Unconscious: Idea creation station 



This is where you know where you are and what you are doing but you do not necessarily 
yet know what the 'final' product will be. 

This floor contains meeting rooms and videoconferencing areas of various configurable 
sizes. Along with members holding meetings here, social and business networks will also be 
able to use these connected areas so that they have a 'base' - most meet in pubs or 
restaurants but would often like a place and trusted brand they can use and know they can 
get an internet connection, etc. 

Members can also video conference with other members around the world, or with distant 
family. 
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9.4 Floor 4: Memory/Storage: Relaxation station 

If feasible a fourth floor will be created with a small amount of bedrooms and dorms so that 
visiting members do not have to worry about finding a place with all the facilities they need, 
e.g. WiFi, etc. 

The storage area will also provide storage facilities for all the box data - music, video, etc. 
created in the box so can be broadcast to the net. 
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